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Client's CRM Strategy : 


Services 


• Marketing 

• Channel 

• Automation 


Sales 


Force 


• Channel 

• Automation 


Contact 


Center 


♦ Personal- 
ization 

• Operations 


Enterprise 


Reach 


Customer 


Taraet 
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Total value for C3 
attribute increase 

($ Millions/year) 
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Alternative 3: 
Best Buy/ 
Cost -Driven 

(Percent increase in 
the C3 attribute) 
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Value of a one 
percent increase in 
the C3 attribute for a 
typical New Vehicle 
for Automotive 
manufacturer 
($ Millions/year 
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C3 Attribute 


Sales Volume 
(units) 


variable Margin 
(%) 


Investment Cost 
($) 


Fixed Cost 
($) 


Total 
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